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R.OVAL typewriter. 


Machine-A-Day Club Elects Three Honorary Members 


To crown what was by far the 
most successful April in the history 
of the famous Royal Machine-a- 
Day Club, it elected into its ranks 
three honorary members whose 
service to the Club has fully en¬ 
titled them to this honor. They are 
Mr. Chas. B. Cook, Vice-President, 
Mr. E. C. Faustmann, Treasurer, 
and Mr. Julius Schillinger, Assist¬ 
ant Sales Manager in charge of 
service and supply sales. Their re¬ 
ception into the Club as honorary 
members was enthusiastic and 
unanimous. Upon President Smith’s 
suggestion at the beginning of the 
month that they be so honored let¬ 
ters from charter members and reg¬ 
ular members from all branches 
poured in expressing delight at 
having Messrs. Cook, Faustmann, 
and Schillinger join the Club and 
thanking them for their hearty co¬ 
operation with the Machine-a-Day s 
big job in the past. 

“For distinguished service in the 
interest of the Machine-a-Day Club 
and its members and in furtherance 
of its aims and ideals’’—so reads the 
certificate of honorary membership 
presented to these men, each of 
whom in his own capacity has had 
a large share in the success of the 
Royal Typewriter Company, and in 
turn, its sales organization and that 



C. B. Cook 


E . C . Faustmann 


J. Schillinger 


upper strata of the sales organiza¬ 
tion—the Machine-a-Day Club. 

Mr. Cook, for many years in 
charge of production at the factory, 
is the real personation of the word 
“quality’ 1 . His untiring effort., in 
that direction have given us the fin¬ 
est writing machine the world has 
ever seen. There has been no greater 
factor in increasing the sales possi¬ 
bilities of the Royal Typewriter 
than its sheer perfection of manu¬ 
facture. 

Mr. Faustmann, our Treasurer, 
has played the great part in building 
the solid financial structure of the 
Royal Typewriter Company, whose 
solidity has always kept pace with 
its rapid growth. 


Mr. Schillinger’s efforts have made 
the Royal service organization the 
best in the business and as you 
know, service in the typewriter bus¬ 
iness is like coal to a steam engine. 

M.A.D. A REAL HONOR 

Mr. Faustmann, in accepting his 
membership, said: “If there is one 
thing in the world which the officers 
of the Company believe in it is the 
merit and the class of the body of 
star salesmen who comprise the 
membership of the Machine-a-Day 
Club. Managers and men, they are 
the cream of the selling organiza¬ 
tion. We know them to be the pluck¬ 
iest, most ambitious, and most cap¬ 
able corps of typewriter men in the 
business, and they have proved it in 


many a tight month and many a 
hard battle with competition. Their 
efforts to repeat month after month, 
their full, unadulterated determina¬ 
tion to lead in an organization made 
up of leaders, has swelled the sales 
totals and helped put the Royal 
Typewriter on the pinnacle where it 
is today. I feel greatly honored 
that you have elected me an hon¬ 
orary member of the Machine-a- 
Day Club. I have always been great¬ 
ly interested in its aims and its 
works, and you can believe me that 
it is going to be with great pride and 
satisfaction that I will wear the in¬ 
signia that stands for real accom¬ 
plishment and real results in our 
business — the Royal Machine-a- 
Day ring.’’ 

Mr. Cook, Mr. Faustmann, and 
Mr. Schillinger now become honor¬ 
ary members ol the Royal Machine- 
a-Day Club along with Mr. George 
Ed. Smith, its president and founder, 
and since its inception its most ar¬ 
dent sponsor and supporter, and Mr. 
Edward B. Hess, inventor of our 
Royal Typewriter. 

The Club and its members wish 
to express their own great pleasure 
at having all of these gentlemen 
honorary members, and feel that 
they will make the Club an even 
greater power and a finer organiza¬ 
tion than it has been before. 


NINE NEW M.A.D. MEN WIN BIG APRIL PRIZES 


We are not given greatly to boast¬ 
ing, but when a 25 per cent, increase 
in domestic business in April fol- 
lows March, the biggest month from 
point of sales in the history' o t 
Company, and January and teo- 
ruary, each of them greater than the 
corresponding month of any P re .^' 
ous year, the Royal orgaruza 
may do a little crowing on 1 s , 
account, without very much tear oi 

contradiction. 


APRIL BUSINESS ANOTHER RECORD BREAKER 

It often happens in any line of en¬ 
deavor-sports, fighting, business— 
that a period of tremendous action 
is followed by a certain reaction 
which, while it is only a mental one 
_nevertheless affects the final re¬ 
sults. 

April, therefore, marked a greater 
triumph for the Royal Selling Or¬ 
ganization than even the fine in¬ 
crease of 25 per cent, in itself indi¬ 
cates. It meant the conquering of 


an old, decrepit mental hazard—the 
death of an antiquated idea— that 
April must necessarily be a little 
month because March was such a 
big one. 

A VICTORY THAT WILL BE 
REPEATED 

In future years—after future rec¬ 
ord months—the Royal organiza¬ 
tion will do again what it did in 
April—take the present month in 


its own right—forget about the past 
—and do the job in hand. 

The Machine-a-Day Club is grow¬ 
ing by leaps and bounds. Our ulti¬ 
mate object of having every man in 
the Royal organization a member of 
the Club is becoming much less the 
distant mirage it was when the Club 
began its new career three years 
ago. 

April added nine new members to 
(Continued on page 2) 
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(Continued from page 1) 
the rolls of the club—making twen¬ 
ty additions in the last two months 
—not so bad, eh? 

And the repeaters swelled the 
total of men making the Club in 
April to forty-eight. 

The prize money which was of¬ 
fered to M.A.D. members in April 
was pounced upon with avidity and 
dispatch. Nine men from all sec¬ 
tions of the country earned their 
M.A.D. Rings, and in addition the 
special prize which President Geo. 
Ed. Smith put up for new members. 
Philadelphia contributed two new 
men to this galaxy. 

MANY HIGH INDIVIDUAL 
RECORDS 

Many others throughout the of¬ 
fices made high sales records and so 
capitalized on the sliding scale 
prizes for repeaters. And a great 
many more, in striving to make the 
Machine-a-Day Club for April and 
so win the prize offered, sold two, 
three, five or ten machines more 
than they would have otherwise, 
and so contributed greatly to the en¬ 
largement of their pocketbook, the 
swelling of Royal sales totals and 
the gayety of nations. 

April re-proved that one great 
fact, that— 

“Chiefly the mould of a man’s for¬ 
tune is in his own hands.” 

Last April there were only twen¬ 
ty-six repeaters in the M.A.D. Club 
— this April forty-eight. Last 
April there was but one new mem¬ 
ber added—this year nine. Leaving 
out of consideration the small prize 
money put up—the little extra ef¬ 
fort that these men put in greatly 
increased their earnings and con¬ 
vinced them of their power and their 
ability. 


SERVICE CONTEST FOR MARCH 


DIVISION NO. 1 


“CHICAGO BACK ON TOP" 


It has taken Mr. Tomek and his men 
three months to get back on the top rung 
but they are there now and it will take 
quite a bit of pushing to make them un¬ 
steady. First place no doubt smiles a 
welcome when it beholds “Al” on the way 
up to his perch. 

Foreman Dougherty, the man who rubs 
elbows with Senators, found his way up 
to second place and seems to enjoy his 
surroundings. You will always find 
Washington fighting for the honors of the 
month. 

The readers of the Royal Standard need 
no introduction to our St. Louis Foreman 
and his Department. Mr. Appel is al¬ 
ways trying and is not satisfied with just 
his 100 per cent. There are three honor 
places under his eye all of the time. 


1— Chicago 3* 

2— Washington 2* 

2 —St. Louis 3* 

•4—Atlanta 3* 

5— Kansas City 2* 

6— Minneapolis 3* 

7— Buffalo 1* 

8— Detroit 3* 

9— Cincinnati 3* 

10— San Francisco 3* 

11— Cleveland 3* 


12— New York 1* 

13— Boston 3* 

14— Portland, Ore. 2* 

15— Pittsurgh 3* 

16— Hartford 2* 

17— Baltimore 3* 

18— Philadelphia 1* 

19— New Orleans 2* 

20— Indianapolis 2* 

21— Dallas 2* 

22— Los Angeles 

23— Louisville 2* 


proves our contention that success de¬ 
pends upon the man and not conditions 
or circumstances. 


1— Youngstown 3* 

2— Worcester 3* 

3— Denver 2* 

4— Birmingham 3* 

5— Scranton 1 * 
Davenport 2* 

6— Akron 3* 

7— Houston 3* 

8— Fort Wayne 1 * 

9— Bridgeport 3* 

10— San Antonio 3‘ 

11— Johnstown 1* 

12— Milwaukee 2* 

13— Grand Rapids 3* 

14— Fresno 3* 

15— Newark 3* 

16— New Haven 2* 

17— Harrisburg 1* 

18— Des Moines 

19— Omaha 1 * 

20— Waco 1* 

21— Springfield, 111. 

22— Toledo 

46—Pi 


23— St. Paul 

24— Evansville 

25— Bangor 2* 

26— Erie 

27— Dayton 2* 

28— Fort Worth 1 

29— Albany 

30— Peoria 

31— Richmond 1* 

32— Columbus 1 * 

33— Little Rock 

34— Memphis 

35— Oakland 

36— Rochester 

37— Portland, Me. 

38— Jacksonville 1 

39— Wichita Falls 

40— Wilmington 

41— South Bend 1* 

42— Seattle 

43— Springfield, Mass 2* 

44— Rockford 1* 

45— Duluth 


CANADIAN SERVICE 
DEPARTMENTS 

Our Canadian Service Departments had 
a hard time during the month of March 
but Toronto, under the guidance of Fore¬ 
man Edwards, managed to pull through 
with the only 100 per cent. 

This will not last long, in fact, we ex¬ 
pect to see Montreal, Toronto and Ottawa 
each earn the 100 per cent, for April. All 
three are capable of it, therefore our con¬ 
fidence. 

1—Toronto 2* 3—Montreal 

t 2 —Ottawa 1* 


COLLECTION STANDING 
FOR APRIL, 1926 


The collection contest for the three 
months of April, May and June has gained 
great momentum during its first month. 
From the very beginning the cashiers at 
practically every point have focused their 
entire attention upon coming out at the 
top of this contest and the race thus far 
has been a very close one. Detroit office 
is setting the pace with Minneapolis a 
close second and Cleveland right after it. 
The standings are very good all the way 
down the line and it is almost impossible 
to predict at this time who will be leading 
at the end of the contest. We can just say 
that from expressions we have received 
from some of the cashiers the leaders will 
be hard put to maintain their positions by 
the time the next report is issued. 


1— Detroit 

2— Minneapolis 

3— Cleveland 

4— Portland 

5— Boston 

6— Chicago 

7— Kansas City 

8— Philadelphia 

9— St. Louis 
10—Hartford 

Indianapolis 

Cincinnati 


11— Pittsburgh 

12— Buffalo 
Baltimore 

13— Louisville 

14— W ash: ngton 

15— Los Angeles 

16— Atlanta 
New Orleans 

17— Dallas 
New York 
San Francisco 


DIVISION NO. 2 


“YOUNGSTOWN UP” 

Three or four months ago Mr. Brewster, 
our Foreman at Youngstown, was a me¬ 
chanic at our Richmond Office. Promo¬ 
tion came and he was ready to show the 
world that he could make good. He wins 
high honors for the month of March. 

The second man in line was Mr Fortin 
of Worcester. 

Mr. Rudolph, our new Foreman at 
Denver made his 100 per cent, the first 
month on the job and crowds out the 
other fellows for third place. All of which 


THE MAN WHO DIED OF EXPECTATIONS 

By F. ROMER 


When I first knew him, he was expect¬ 
ing to graduate from college. Later, 
when we met, he expected to buy a home 
instead of paying rent; expected to marry; 
expected to put in his most hard-thinking 
sales year, expected to land the biggest 
sale in his territory and make his territory 
the most productive in the field. It was 
eighteen months before I saw him again. 
He was expecting dwelling prices to go 
down any day, expecting his sweetheart 
to re-instate him, expecting to make up 
last year’s fumble in quota with a big 


drive and to land that record single sale, 
say, in a couple of weeks time. Some 
years elapsed. I made a bedside call on 
him. He expected to sign the deed for 
his dwelling that week, expected to hear 
that the rumor of the engagement of his 
bride-to-be to another was bosh, expected 
to re-gain his sales manager’s confidence, 
expected . . . Out in the hall I met the 
doctor coming in. He shook his head east 
and west, pointed toward the room and 
said “He expects to get well.” 


La Salle Extension University Exclusive Royal User 


The La Salle Extension University 
founded in 1908, is the world’s largest 
business training institution. It numbers 
among its graduates more than 500,000 
professional business men and women, 
ranging in age from 20 to 70 years. The 
total organization and faculty exceeds 
1,700 people with 70,000 students train¬ 
ing annually. From this data you can see 
that the business of an organization of 
this character is tremendous and the ut¬ 


most efficiency in business methods must 
be observed if these methods are to be 
passed on to the thousands who are be¬ 
ing trained for business by this great 
institution. 

The La Salle Extension University has 
long been a standardized user of Royal 
Typewriters. Hundreds of Royals are 
in daily use throughout the various de¬ 
partments typing letters to students and 


representatives all over the world. The 
fact that this institution which depends 
so much upon its correspondence has 
been using Royal Typewriters for over 
ten years is proof of the durability of the 
Royal, the quality of its work, and its 
ease and speed of turning out work. 

The pictures below show on the left the 
tremendous transcribing department in 
the central office, and at the right “Ma¬ 


hogany Row” where private secretaries to 
the officials turn out their correspondence. 
You will see that these rooms are com¬ 
pletely equipped with Royal Typewriters. 
We are proud to have a great institution 
of this kind use Royal Typewriters exclu¬ 
sively because it means a great deal for 
a highly successful institution such as 
this one whose very life blood is its cor¬ 
respondence places its sole dependence 
upon the easy-writing Royal Typewriter. 







































































































DEALERS’ PAGE 




APRIL MAKES A RECORD 

AND MAY BIDS FAIR TO FOLLOW 

Keeping step with gains made in April bv other * , . 

Royal Organization the Domestic and Canadian n!ii P * * S “D 1 ?* 5 
volume the record of April 1925 bv a frond u . • a ^ ers sur passed in 

every Dealer in the big^amily contributed a t, nt ' a ' Almost 

I thank each one for his individual effort, and the*who^gfng" forlhe 
combined result. I am especially grateful to those Dealers who worked 
early and late throughout the month, through bad weather and over 
bad country roads gathering in the orders and doing ‘•missionary- 
work for future orders. You have good reason to feel proud of your 
achievements from month to month, and your associates at these head- 
quarters congratulate you. 

As we go to press with this issue of the Standard, Royal Dealers 
orders for May are substantially ahead of this same day in April Every 
indication points to a splendid volume for the month. In many parts 
of the country general business conditions are better than at April first. 
Seasonal weather now prevails all over the country, everybody who 
wants to work has a job at good pay, crop conditions are satisfactory. 
Optimism prevails. Our people are able to buy their requirements of 
useful commodities, and luxuries too if they choose. It is a mighty 
good time to keep strong, sound sales pressure at work in your district. 
It will pay you. Let’s make another record in May. 

A. W. BARLOW. 

APRIL HONOR ROLL 


Abilene Typewriter Exchange 
Albuquerque Typewriter Exchange 
Anderson Typewriter Company 
H. G. Bancroft 
J. Bart 

Benson Typewriter Company 
Border Cities Office Equipment Co. 
Calhoun Office Supply Company 
Roy A. Davis 
Duning’s 
C. L. Eicholtz 

Galesburg Typewriter Exchange 
Glover Brothers 
B. M. Gragg 

Grant’s Typewriter Exchange 
F. J. Haberle 
L. Hill 

Hughes Typewriter Company 


C. C. & H. C. Macomber 

Monroe Store & Office Equipment Co. 

Office Supply House 

Old Dutch Company 

Palestine Printing Company 

T. H. Payne & Company 

F. J. Perry 

Preston Typewriter Company 

W. W. Prior 

Russell & Cockrell 

Sheboygan Business College 

L. E. Spiece Company 

Tacoma Stationers 

Taylor Paper Company 

Tribune Printing & Stationery Co. 

Typewriter & Office Supply Co. 

Wadley’s Typewriter Exchange 

Walsh Brothers 


Dealers Doing Clever Local Advertising 


ANOTHER ROYAL VICTORY 

’ EDDIE HERR 

OFFICE 

96 steps from Continental Square 

HAS JUST PLACED 
AN ORDER FOR 

Nine New Royal Typewriters 

he “Compared The Work” 
and will 

“End the Day With a Smile” 

BANCROFT 

16 East Market St. Dial 36374 


We are glad to reproduce on this page 
of the Standard two examples of local 
advertising produced and published by 
our dealers at York, Pa., and Bristol, Va. 

It is noted that these advertisements 
are essentially Royal. In appeal, they 
fittingly tie up with the character of Royal 
National advertising which, as you know, 
has for some time featured prominent 
business executives, and Secretaries to 
prominent men. Stories of individuals, 
properly told, are invariably interesting. 
Pope says “The proper study of mankind 
is man.” A good way to catch the atten¬ 
tion and get people to study the Royal is 
to advertise the reactions of the machine 
produced in the mind of some individual. 
The better known the individual, as a 
rule, the more effective the appeal. The 
physical performances of the machine, in 


COMRADES 


John B. Childers , Asso- 
ciated Press Operator for 
Bristol Publishing Cor¬ 
poration Has, for thePast 
Twelve Years Used the 

ROYAL 


And Acclaims ll The Greatest Typewrite, In The World 



MR. CHILDERS HAS:- 
-COPIED 75.000,000 WORDS 
-USED UP 246,550 SHEETS 
-USED UP 5.408 TYPEWRITER RIBBONS 

-FINDS THE ROYAL THE 

GREATEST OF THEM ALL 


. 
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Royal Will 
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BRISTOL TYPEWRITER COMPANY 

OFFICE OUTFITTERS 


PEARCE STEPS ON THE GAS 
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A few days ago we received a tele¬ 
gram from Geo. A. Pearce of Abilene. 
The message read something like this, 
“STEP ON THE GAS THIS IS THE 
TIME FOR SCHOOL BUSINESS 
COVERING IMMEDIATE AND FU¬ 
TURE DELIVERIES STOP SPREAD 
THE NEWS TO DEALERS AND 
BRANCHES ALIKE STOP WE'VE 
DONE OUR SHARE AS YOU WILL 
SEE BY THE MAILS IN A FEW 
DAYS” 

In due time the letter man brought us 
the news that this dealer had sold a large 


number of Royals to various schools in 
his territory. 

“STEP ON THE GAS,” would be an 
appropriate title for this picture as it 
shows Mr. Pearce just before he instruc¬ 
ted his delivery man to step on the gas 
and deliver those Royals to the Draugh- 
ons Business College and Simmons Uni¬ 
versity. 

Are you getting your share of the 
school business? If not, we want you 
to “step on the gas” and thereby enable 
the pupils of the schools in your terri¬ 
tory to learn typewriting on the “Easy 
Writing Royal.” 


the hands of the “personalized” individ¬ 
ual, become animated—a part of life itself. 

Then it has the practical value side too. 
It is something to have your neighbor 
say good things about a product you are 
considering, or may consider, buying. We 
are all influenced by individual and public 
opinion, more or less. The Dealer can do 
a good deal for himself and for the Royal 
by supplementing Royal National Adver¬ 
tising with sound local advertising of this 
general character. 


DEALERS MAKING M.A.D. 
FOR MARCH 


H. G. Bancroft 

B. Coleman 

J. E. Gaffaney 

J. C. Good 

Mrs. S. D. Hendley 

R. R. King 

R. Kuykendall 


DEALER NOTES 


Our congratulations are extended to 
! the Canadian dealers who broke all pre¬ 
vious records for a single month. With 
the exception of two dealers every Cana- 
! dian dealer made more than 100 per cent, 
of his quota during the month of April. 

# * * 

Our dealer at Macon, Georgia, is now 
known as the Miller G. White Company. 
Albany Office Appliance Company is now 
known as the L. D. Acker Printing Com¬ 
pany. Both of these Georgia dealers are 
well known in their respective territories. 

* * * 

Loren E. Spiece Company of Bucyrus, 
Ohio is opening a branch at Mansfield. 
Dr. Don Hostettler has been appointed to 
! take charge. 

♦ * ♦ 

Our friend from Allentown was in to 
see us. Who? Why that smiling busi¬ 
ness-getter Frank J. Haberle. 


Proving Royal Performance 

Mr. W. D. Morgan, Managing Director 
of our progressive agents of the British 
Isles, the Visible Writing Machine Com¬ 
pany, Ltd., sent this very interesting 
story to his sales representatives, and we 
are passing it on to the rest of the or¬ 
ganization for the universal interest 
which it carries. 

ONE MAN WHO COMPARED THE 
WORK AND THE RESULT. 

The name of Elizabeth Arden is known 
the World over as the creator of the 
famous Venetian Toilet Preparations. 
People connected with a business of this 
character and standing would be ex¬ 
pected to be interested in the equipment 
of their offices and laboratories and in the 
appearance of their correspondence. 

Recently their London Manager was 
faced with the problem of deciding which 
make of typewriters to equip their of¬ 
fices amongst which three had been 
placed with them on approval. 

“The purpose of a typewriter,” he said; 
“is to write letters. Therefore, what we 
want is a typewriter which will write 
the best letter.” Calling his Secretary, he 
said: “Type a letter on each of the three 
machines submitted, number the letters 
on the top so you can identify them and 
bring them to me. I do not wish to know, 
before making my decision, which type¬ 
writer typed any particular letter.” 

The letters were typed and placed be¬ 
fore him. He studied them for a moment, 
selected one, handed it to her and said: 
“The typewriter which wrote that letter 
is the machine we will purchase.” His 
Secretary replied: “That letter was writ¬ 
ten on the Royal.” Six new Royals were 
installed. 

“Compare the Work” is not a mere ad¬ 
vertising slogan—it is a Challenge!—an 
Invitation! 

This experience and many others 
proves that it is a challenge which is up¬ 
held by Royal performance. 


R. G. Nichols 
O. G. Penegar 
W. W. Prior 
H. J. Roff 
W. W. White 
C. Weissinger 
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The ROYAL STANDARD 


A FINE ROYAL SIGN IN PORTUGAL 


Once more, the Royal typewriter has 
been prominently brought to the atten¬ 
tion of the public, this time by means of 
a huge sign that has been erected atop 
one of the most prominent buildings in 
Lisbon, Portugal. A view of this excellent 
sign is shown at the left in the illustra¬ 


tion below, the photograph having been 
taken from the opposite side of the beau¬ 
tiful Plaza which the sign overlooks. It 
is at this point that a large majority of 
the street-car lines of the city converge, 
and, as may readily be seen, the Plaza is 
thus the greatest traffic center in Lisbon. 


The new sign carries particular promi¬ 
nence by the fact that it is the only one of 
its kind in the vicinity. 

The installation of this new Royal sign 
was arranged for by the Royal dealers 
for Portugal, Sociedade Comercial Luso- 
Americana, Lda., of Lisbon, this firm hav¬ 
ing represented the Royal in that coun¬ 
try for many years. The big sign forms 
a part of the extensive poster and news¬ 
paper advertising campaign that our 
friends are carrying on. It goes without 
saying that this effective sign has been 
very instrumental in making the Royal 
typewriter even better known in Lisbon 
than ever before. 


NEW FOREIGN DEALERS 
APPOINTED 

It is a source of much gratification to 
mention here the appointment of three 1 
new Royal dealers in foreign lands. Two 
of these representations are in lands 
where the Royal has not previously been 
directly represented and the remaining 
country has not been covered through a 
direct dealer for a number of years. 

The new Royal representative in pic¬ 
turesque Iceland is Messrs. Helgi Mag- 
nusson & Company, of Reykjavik, the 
seat of the Government. The concern is 
one of the largest business institutions 
in that country, where they have been 
established for very nearly twenty years. 
Although a number of our machines have 
already found their way into Iceland, our 
new friends will undertake the direct in¬ 


troduction of Royal typewriters into that 
country. 

In Mesopotamia, widely heralded 
throughout the world for the great poten¬ 
tial wealth of its oil-fields, our new dealer 
is the firm of Messrs. Hasso Bros., with 
headquarters located in New Street, 
Baghdad. Branches are already estab¬ 
lished in the important cities of Basrah 
and Mosul, the former being the country’s 
port on the Persian Gulf and the latter 
situated in the heart of Iraq’s great oil¬ 
fields. Messrs. Hasso Bros, is one of the 
most prominent of the business houses 
in their country. Thus, through their or¬ 
ganization, begins the active development 
of Royal business in Mesopotamia. 

The other new dealer that was recently 
appointed is Mr. B. Barozzi, who will 
have jurisdiction over French Somaliland 
and Abyssinia. Mr. Barozzi’s head of¬ 
fice is in Djibouti, French Somaliland, 
while a branch of the business is estab¬ 
lished at Addis-Abeba, the capital city of 
Abyssinia. The influence of the latter 
country is making itself more strongly 
felt each year through its rapidly expand¬ 
ing international trade. The future out¬ 
look in Mr. Barozzi’s territory is very 
promising indeed. 

Our company and the Royal organiza¬ 
tion as a whole are proud to have these 
firms as its representatives in their re¬ 
spective markets. We cannot but feel that 
the enterprising plans that these dealers 
have made will result in the completely 
successful distribution of Royal type¬ 
writers in those most interesting coun¬ 
tries. 


1000 ROYAL TYPEWRITERS FOR MEXICO 


The photograph at the right pre¬ 
sents a sectional view of a part of this 
shipment, piled in our dealer’s warerooms, 
awaiting inspection and delivery to Royal 
users throughout Mexico. Standing at 
the extreme left of the group shown in 
the photo is the General Manager, Mr. 
Raya. The other gentlemen shown stand¬ 
ing are all members of Mr. Raya’s Mexico 
City sales-staff. 

It is to Mr. Raya and these men that 
the great credit accrues for making pos¬ 
sible the shipment of such a huge quan¬ 
tity of Royal typewriters, and, if one may 
judge from present results, there is no 
doubt but that the distribution of Royal 
typewriters throughout the Mexican Re¬ 
public will continue to expand on a large 
scale. We heartily congratulate Mr. Raya 
and his colleagues on the energetic effici¬ 
ency with which they have handled this 
unusual shipment of Royal typewriters. 
They have established a splendid record 
for themselves in the Mexican typewriter 
market. 


It has often been said that records are 
only made to be broken, but it remains 
a fact that a thousand Royal typewriters 
in one shipment is the high and enviable 
record that has just been established by 
the Royal dealers for Mexico, Messrs. 
M. E. Raya & Co., Sues., S.A., of Mexico 
City. This big shipment of machines was 
made necessary by the increasingly large 
volume of Royal business being devel¬ 
oped in that country through the com¬ 
bined personal effort of Mr. M. E. Raya, 
General Manager, and his country-wide 
sales organization. 

Needless to say, this great shipment of 
typewriters has attracted no small amount 
of attention throughout Mexico, since, so 
far as is known, there has never pre¬ 
viously been so large a single shipment 
imported into Mexico. The interest of 
the Mexican public has been so aroused 
by the unusual size of the consignment 
that it has served as excellent propaganda 
for the Royal. 

In the photograph at the left, Mr. 
M. E. Raya is shown in the act of sign¬ 


Center — Mr. Raya. Left — Mr. Raya Signing the Order. Right—Part of 
the Shipment. Relow—Unloading the Machines from the Freight Cars 


ing the order for the execution of this 
1,000 machine shipment, in the presence 
of Mr. Tom N. Parker, our company’s 
Special Sales Representative for Latin 
America, who was in Mexico City at the 
time. The gentleman shown standing is 
Mr. Carlos Becerril, one of Mr. Raya’s 
Mexico City salesmen. 

The center photograph presents a 


view of the actual unloading of 
the machines from the freight-cars in 
Mexico City, preparatory to transferring 
them to our dealer’s warehouse. Three 
freight-cars were required to transport 
these machines from Vera Cruz, where 
they had been transferred from the 
steamer which brought them from New 
York. 
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ROYAL SIGN IN LONDON 
CREATES COMMENT 

The sign illustrated in the photographs 
below blazed forth recently in London’s 
busiest square opposite Waterloo Bridge. 
It is the first electric typewriter sign ever 
shown in Great Britain and created a 
great deal of comment. 

While the four photographs pieced to¬ 
gether show the complete wording of the 
sign, it really was a running letter sign 
with the letters following each other 
across the front of the sign board in bril¬ 
liant electric lights giving a continuity 
reading —Royal Typewriters Do More 
Work, Better Work, Easier Work—over 
and over again. 

The sign, while it was a temporary one 
with only two weeks running, was viewed 
by great numbers of people and very 
favorably commented upon. 


A NINETEEN-YEAR MAN AND 
GOING STRONGER 
than ever 


Another Reason for Royal’s Greater Durability 


BRAZING 


THE “ROYTYPE” RIBBON 

By J. Schillinger, Asst. Sales Mgr. 

The average layman, the customer and 
especially you people who are a part of 
our organization must fully realize that 
behind the Royal Typewriter lies a back¬ 
ground of endeavor very difficult to de¬ 
scribe without the aid of volumes for the 
description. 

We say average layman, even if he has 
little interest in typewriters, because he 
must sense at a glance, that to produce 
this master product there must have been 
years of toil behind it—the customer 
must know, being closely associated with 
the machine, that the Royal Typewriter 
was built only through the efforts of 
thousands of people bent upon a mission 
to “Industry.” And so if these people 
realize this you who are a part of our or 
ganization surely consider it a fact with¬ 
out question. 

All of this being true the next thing to 
bring out is the known fact that t e 
Royal Typewriter has reached a state ot 
Perfection which concedes it the right to 
claim “better work.” The Royal oes 
what it was intended to do, namely, turn 
°ut perfect press work. 

In view of all of the foregoing: years 
of patient struggle, lives devoted to an 
•deal, millions spent that humanity rmg 
benefit, does it not seem logical to you 
that we would place anything in this in' 
c hine that might be detrimental to this 
reputation? Of course not! Then C °”‘ 

aider the Roytype Ribbon well able to 
carry its weighty responsibility! 1 c 
r *es the same pledge that is a part o 
roachine—Quality. 


George Henke 

In every organization, there are men 
who with others, stand out as represent¬ 
ing a certain type of individuals worth 
while. It may be their aggressiveness, 
their tact, their ability, or some other 
fine characteristic. There they are, and 
everyone in the organization feels a glow 
of pride that they are associated with 
them. Well, that’s how we feel about 
George. 

He has been with the organization 
since 1907, some 19 years, holding several 
office positions until today he is second 
in charge of the factory office, and an 
accountant of no mean ability. George is 
one of those impatient, strong, aggres¬ 
sive types of fellows. Very fair in all his 
dealings, clean in every transaction, and 
a “let’s go” spirit that is very catching. 
He doesn’t give up his problem until it 
has been mastered, and the clock is simply 
an indicator of time that others can use 
if they want to. George’s job to him is 
the greatest thing on earth, and his ex¬ 
ample is an inspiration to many of us. 
Enthusiasm! Oh, Boy, he certainly has 
it. Just see his eyes sparkle and his 
1 whole body tense when he starts on any¬ 
thing he thinks is worth while. 

The Royal Typewriter Company to 
him is worthy of everything good. Its 
prestige must be unassailable; its methods 
thorough and accurate; it must do no 
wrong. Idealist you say? Well, that s 
George. He gives all he has to anything 
he undertakes. He has held so many po¬ 
sitions in the office force that he knows 
the systems and methods like a book. He 
gives discipline because he expects it, 
and his knowledge of factory costs and 
accounting is well recognized outside, as 
well as inside. 

George Henke is now around 39 years 
of age. has a very fine wife and a boy 
almost big enough to trim him, but he 
will have to go some. At hand ball, he 
can trim most of us, except Van and Ben 
who manage to give him a beating now 

and then. . 

Every working day since he left school 

as a young boy. has been devoted to the 
typewriter manufacturing end of tne 
business. Young in years, yet a veteran 
in experience, he has helped build quality 
and character in our factory orgamza- 


tion. 


Looking this up in the dictionary, we 
find “to braze” is to join by hard solder. 
“To braze” is far different than “to 
solder.” The first means hard solder, 
usually brass, whereas the second is the 
lead or soft solder. The first being brass, 
requires a greater heat concentration, 
while the second runs very fluid under 
reasonable heat It stands to reason, 
therefore, that brazing is the highest type 
of soldering, as the metal becomes very 
hard and durable when the parts are sol¬ 
dered together. 

In the early days of the typewriter.it was 
considered good form to solder parts with 
lead, and if a complaint occurred it was 
usually because rough handling caused 
the solder to give way. Naturally, it 
became our desire to get away from this 
type of soft welding and after many ex¬ 
periments with brass, we changed from 
what was considered a hard solder to 
brass which practically makes a per¬ 
manent weld of the two pieces when 
joined together. 

We buy the brass in wire form and 
have it arranged conveniently near the 
operator. If you will look at picture A, 
you will note the operator is throwing 
two flames of gas from controlled jets, so 
arranged that the amount of gas and the 
air pressure needed are adjustable right 
under his hands. The two jets of flame 
play immediately on the portion of parts 
where they are to be joined together. 
Note the parts lying in a gauge fixture 
which is very necessary to keep the parts ! 
true, while they are being brazed to¬ 
gether. Before the heat is put on the j 
parts, a special flux fluid is used where 
the brazing is to be done, and when the 
heat is applied and reaches the required 
temperature, the brass wire is used. 
This melts and flows evenly between 
the parts and forms a perfect weld. 
After being welded, they are allowed to 
cool in the fixture, and then dipped in 


cold water. The strength which is ob¬ 
tained by this type of welding is astound¬ 
ing and absolutely efficient for any pur¬ 
pose used on our machine. 

Such parts as Shift Frame Arms and 
Rods, Paper Table Arms and Rods, Card 
Holder Arms (see B) are brazed and we 


A Ribbon can cause a typewriter to 
nroduce good or poor work according to 
fhe qualify of the ribbon. If this is true 
then*we should all strive to sell RoyW* 
Ribbons and make sure that our custom- 

ers are getting what we want to get 

_Quality Work, Service and Satistac 

tion. 


It is very necessary to plan tomorrow 
board-Work. w D Morgan. 


B—Examples of Brazed Barts—Shift 
Arms, Paper Table Arms , Card 
Holder Arms and Rods 

have yet to receive a complaint that they 
are weak in any way. In fact, the braz¬ 
ing practically makes these parts integral 
and could not be made stronger if made 
in one piece of metal. Our methods guar¬ 
antee a real permanent job of which we 
are proud because it eliminates any pos¬ 
sible trouble with the user. It’s another 
proof that quality is built within. 


,-I —The Brazing Operation 
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SCHOOL DEPARTMENT 


We are pleased to report that the 
School Sales for April show a gain of 
40 per cent, over School Sales of April 
1925. The Schools Sales secured during 
the first four months of this year are 
ahead of the number secured during the 
same time last year although the per¬ 
centage of gain is not very large. 

Our dealers also made a gain last 
month over the number of School Sales 
secured in April 1925, and Mr. Barlow, 
Assistant Sales Manager in charge of our 
Dealers Department, predicts that our 
dealers will also secure a big volume of 
School Business during May. 

We appreciate the good which our 


Branches and Dealers are doing in the 
way of securing School Business, but we 
would like to emphasize the fact that the 
number of School Sales which you will 
secure this year will depend to a great 
extent upon the amount of work you do 
during the next two months. It is very 
important that you see every typewriting 
teacher in your territory before they 
leave for their summer vacations. 

Denver leads for the month of April 
with 728 per cent, of its School Quota. 
Cincinnati is second with 200 per cent. 
Los Angeles is third with 180 per cent. 

A. M. STONEHOUSE, 
Manager of School Department. 


ROYAL MACHINE-A-DAY CLUB 
APRIL 


On the front page of this issue we have reproduced the pictures of the men 
who won the big prize in April by qualifying for the M.A.D. Club for the 
first time. These men are not the only ones entitled to highest credit be¬ 
cause during the month a total of 48 men in the branches managed to sell a 
machine a day, or more. This is an especially fine record and we are glad to 
admit that it was largely through the efforts of the M.A.D. men and other men 
striving to make the Machine-a-Day Club that the April increase was possible. 

Remember that May is an even more important M. A.D. month because of 
the M. A. D. history which will be published this summer and contain the 
pictures of all men who qualify up to the end of May. Others in every con¬ 
ceivable place have made the Machine-a-Day Club. You can do it, too. 


EMPLOYMENT 

It is interesting to note that fifteen of 
our Branches made over 100 per cent, of 
their quota under Positions during April. 
Jacksonville leads with 375 per cent, of 
its quota. Houston is second with over 
320 per cent., and Fort Worth is third 
with over 300 per cent. San Antonio is 
first under Sales with 200 per cent, of its 
quota. Denver, Houston, and Oakland tie 
for second place with 100 per cent. Col¬ 
umbus, St. Paul, and Toledo tie for third 
place with 50 per cent. 

Our records show that 14 of our Dis¬ 
trict Branches made over 100 per cent, of 
their quotas both in Positions and Sales. 
Hartford is first under Positions with 230 
per cent, of its quota. Kansas City is sec¬ 
ond with 154 per cent. Minneapolis is 
third with 136 per cent. Portland-Oregon 
and Washington tie for first place under 
Sales with 250 per cent, of their Sales 
Quotas. Hartford is second with 200 per 
cent., and Detroit is third with 180 per 
cent. Miss Quinn, Employment Manager 
of our St. Louis Office, made the greatest 
number of calls during April and Mrs. 
Clark, Manager of our Boston Employ¬ 
ment Department, placed the greatest 
number of inexperienced stenographers in 
Positions. Mrs. Doriss, Manager of our 
Philadelphia Office, is a close second with 






HULL TALKS ON 
“APPROACH” 


The biggest thing in the approach is 
enthusiasm. Nothing is more contagious, 
but the prospect can’t get it unless the 
salesman has it to give him. The one 
thing the prospect always has is a desire 
to keep his money. The salesman who 
goes in and tries to talk it out of him is 
out of luck in most cases. The best Royal 
salesmen don’t do much talking, but They 
Do a Lot of Showing, and no real sales¬ 
man can help being enthusiastic when 
showing a prospect what the Royal will 
do. The prospect feels it, is carried along 
by it, and when he wants the machine 
more than he wants to hold on to his 
money the sales work is done. 

Real enthusiasm is not the kind of steam 
that is mostly hot air, not gush, not a 
flock of words, but is based on the fact 
that you are selling more typewriter value 
per dollar of cost than your prospect can 
buy anywhere else. Do you believe it? 
If you don’t, and have been in the game 
long enough to find out, you had better 
quit trying to sell Royals. If you do be¬ 
lieve in your proposition, warm it up and 
use it. Your Prospect Must Understand 
That You Mean It. 

Enthusiasm peters out of most of us 
after the first few calls of the day, and 
that is why most of us are not in the big 
money class. Laugh that off if you want 
to. But if you will investigate the Royal 


DEPARTMENT 


only three less than were placed by Mrs. 
Clark. 

During the next two or three months, 
our Employment Managers will be called 
upon to place a great many inexperienced 
stenographers in positions and a special 
effort should therefore be made along this 
line, as we want to render a real service 
to the schools. 

Branches 


1— Jacksonville 

2— Houston 

3— Fort Worth 
•4—Denver 

5— Columbus 
Richmond 

6— Akron 

7— Newark 

8— Oakland 
Portland, Me. 

9— St. Paul 


POSITIONS 

10— Grand Rapids 

11— Albany 
Peoria 

12— San Antonio 

13— Birmingham 

14— Duluth 
Rochester 

15— Toledo 

16— Davenport 
Omaha 

17— Providence 


District Branches 


POSITIONS 

1— Hartford 

2— Kansas City 

3— Minneapolis 

4— New Orleans 

5— New York 

6— Philadelphia 
Washington 

7— Los Angeles 

8— Boston 

9— Chicago 

10— Cleveland 

11 — Portland, Ore. 

12— Buffalo 

13— San Francisco 

14— Atlanta 

15— Pittsburgh 

16— St. Louis 

17— Dallas 

18— Baltimore 

19— Detroit 

20— Louisville 

21— Indianapolis 

22— Cincinnati 


SALES 

1— Portland, Ore. 
Washington 

2— Hartford 

3— Detroit 

4— Atlanta 

5— San Francisco 

6— Kansas City 
St. Louis 

7— Chicago 

8— Cincinnati 

9— Los Angeles 

10— Buffalo 
Indianapolis 
Minneapolis 
Pittsburgh 

11— Baltimore 
Philadelphia 

12— Cleveland 

13— Louisville 

14— New Orleans 

15— New York 

16— Boston 

17— Dallas 


salesman who cleaned up in your office 
last year, you will find proof of the state¬ 
ment that the man who is honestly, cour¬ 
ageously and continuously enthusiastic 
about the Royal brings back the bacon 
even though his demonstration be faulty, 
his sales talk clumsy, and his closing 
weak; and he will out-sell all the cor¬ 
respondence school salesmen who think 
about the “five points to the sale,” all the 
psychology nuts who study the mental 
processes, and every other salesman ex¬ 
cepting only the man who works harder 
than he does. 


LOS ANGELES 

S. R. Weinberg 

PHILADELPHIA 

T. C. Kerscliner 
A. W. Kidder 


j. .vucuei y 
ATLANTA 

S. N. Malone 2 
J. W. Mann 14 

BALTIMORE 

T. C. O’Keefe 9 
W. F. Teer 23* 

BANGOR 

H . W. Boshan 2 
BIRMINGHAM 

A. Patterson 1 
BOSTON 

I. C. Barlow 15* 

E. T. Buckley 4 
H. E. Burton 26* 

F. I. Crocker 10 

F. W. Keylor 1 

G. H. Palmer 10* 

B. W. Simpson 2 

. BRIDGEPORT 

J. F. Dacey 4 

BUFFALO 
George Hauptman J 
W. W. Hodgson 3 
' A. R. Lerch 1 

C. M. Pillow 17* 
W. F. Wegener 2 

CHICAGO 

E. J. Barnett 1 
W. G. Brown S 
W. S. Daniels 3* 

A. G. Freeberg 9* 
R. C. Goldhlatt 20* 

B. P. Hamil 23* 

R. F. Hoyt 3 

E. H. Johnson 15 

C. LaBorence 20* 
W. B. Larsen 24* 
II. Nuhn 15 

J. M. Roberts 31* 

A. C. Wheeler 7 
L. E. Wilson 8 
CINCINNATI 
A. E. Marcum 1 
L. A. Platz 8 


CLEVELAND 
J. C. Dawson 2* 
M. C. Hull 25* 
C. E. Keyser 1 
W. H. Peate 4 
W. C. Rodgers 6 
L. R. Cullar* 


COLUMBUS 
L. V. Bell 2 
G. C. Kinnammi 18’ 
II. I). Pegg* 


NEW MEMBERS 


COLUMBUS 
H. D. Pegg 

PITTSBURGH 
J. A. Manning 


CLEVELAND 
L. R. Cullar 

ST. LOUIS 
D. H. Meyer 


REPEATERS (Marked by *) 


DALLAS 

C. D. Walker 4 
DAVENPORT 

D. B. Swaisgood I 
DAYTON 

O. P. Gilmore 13* 
DENVER 
W. H. Mitchell 4 
DETROIT 
C. Bailey 1 
C. W. Knox 13 

J. C. Mitchell 1 

E. L. Owen 2 

L. D. Teeters 19* 

K. F. Walker 5' 

O. T. Wheaton 2 
ERIE 

C. V. House 5 
FORT WAYNE 
John Shea 1 
FORT WORTH 

P. H. Billman 2 

FRESNO 

H. H. Tomkinson 13 
HARRISBURG 
J. R. Gardiner 1 

HARTFORD 
W. C. Bartley 2 
II. F. Brainerd 41* 
J. L. Cook 3 

C. E. Driscoll 2 
HOUSTON 

W. H. Courtenay 4 

INDIANAPOLIS 
W. S. Orvis 1 
G. W. Randall 2 
J. C. Lankford* 

JACKSONVILLE 
J. E. Gardner 3 
A. D. Richardson 4 

KANSAS CITY 

F. G. Kennedy 2 

J. F. Schad 1 

K. C. Williams 2 

LOS ANGELES 

R. I). Andreson 7 

D. S. Fullerton 2 

G. G. Ralls 9* 

S. R. Weinberg* 

LOUISVILLE 

T. Wellman 41* 

. Holmherg 4* 

MEMPHIS 
A. O’Bryan 2 


MILWAUKEE 
W. A. Partce 21* 
MINNEAPOLIS 
M. E. Bailey 6 
J. T. Graham 2 
NEWARK 

C. K. Schill 1 

NEW ORLEANS 
W. J. Creger 12 

F. Pritchard 2• 
NEW YORK 

D. J. Allingham 41 

H. J. Becker 1 
W. B. DeRango 18 

O. Gentry 2 

T. M. Gleason 39* 

A. Graf 4* 

R. B. Gray 4 

G. M. Guest 40* 

J. E. Guy 20* 

I. Hulbert 1 

L. E. LeMaster 16 

E. J. Matthews 12 

P. Mittenzweig 7 
G. Mothener 1 

G. Rannenberg 26* 

J. Schwartz 29* 

C. Schnirring 5 

OKLAND 
J. E. Geissinger 8 
OMAHA 

G. D. Lawless 5* 

PHILADELPHIA 

L. A. Dunn 18* 

B. L. Estes 2 

H. K. Goslin 3 
J. H. Hanson 3 

I. M. Moyer 1 
II. C. Pindar 2 
E. V. Sherrv * 

A. F. Sparks 1 

C. F. Tregear 1 
J. W. Turner 15 

M. Woskoff 1 

T. C. Kerscliner* 

A. W. Kidder* 

PITTSBURGH 
A. R. Davis 4 
J. E. Eskey 2 
A. M. Felser 1 
M. V. Miller 41* 

C. W. Putney 1 

J. A. Manning* 

PORTLAND. ME. 

W. E. Ayres 2 

PORTLAND, ORE. 

C. E. Grav 2 
G. D. Roe 2 


INDIANAPOLIS 
J. C. Lankford 

SCRANTON 
D. W. Ward 


PROVIDENCE 
J. II. Alden 1 
E. D. Crandall 13 
J. L. Schora 2 
C. E. Smith 1 
RICHMOND 

O. H. Carter 1 
A. Bartlett 1 

ROCHESTER 
G. C. Johnson 6 
ROCKFORD 

C. C. Flagg 1 
SAN ANTONIO 

J. T. Jackson 1 
E. C. Phillips 3 
SAN FRANCISCO 

D. G. Becknell 4 
C. H. Billington 6 
T. N. Colwell 3 
J. C. Deardorff 2 
G. N. Hammond 1 
A. F. Lines 2 

P. Pearson 2 
S. N. Howel 1 

C. E. Russ 3 

D. B. Starrett 5 


SCRANTON 

C. C. Waters 3 

D. \V. Ward* 


SEATTLE 

H. D. Hoyt 1 
SPRINGFIELD, ILL. 

C. A. Stevenson 1 
SPRINGFIELD. MASS. 

L. B. Behan 10 
ST. LOUIS 
G. M. Davis 6 
L. F. Reynolds 4 
C. D. Sparwasser 2 

I. . E. White 17* 

I). H. Meyer* 


ST. PAUL 
!.. L. Larson 1 

TOLEDO 

E. L. Knott 11* 

WACO 

S. H. Slaughter 2 

WASHINGTON 
II. D. Cashman 16* 
S. E. Richter 17* 

H. L. Rudnick 18* 
E. C. Weeks 3 


WORCESTER 
F. C. Salisbury 2 
A. R. Smith 17 


SAN FRANCISCO COMES 
BACK 


We owe apologies to the San Francisco 
office for not giving them the credit last 
month which was due them in the win¬ 
ning of their little brotherly battle with 
the Los Angeles office. 

Mr. Russ writes in threatening to can¬ 
cel his subscription to the Standard and 
cites us for our flagrant neglect, all of 
which we take with bowed head and 
penitence. 

The fact is that Mr. Russ and his fine 
crew came through with a month of busi¬ 
ness the like of which has been rarely 
seen on the coast and consequently passed 
his friendly enemy, Ralls, in spite of the 
previous high records and the tremendous 
month of March, where so many remark¬ 
able records were made and we gave very 
little thought to inter-office contests. 


FOREIGN MACHINE-A-DAY CLUB 


1— H. D. Ebbutt 

2— J. Harrison 

3— H. W. D. Buckeridgc 

4— C. Salter 

5— H. Herman 

6— J. Scars 

7— W. H. Roberts 


AUSTRALIA—Sydney Pinoombe, Ltd. 

1— W. J. Sheehy 4—E. S. Stack 

2— R. G. Hood 5—R. H. Eastman 

3— E. W. Rutledge 6—L. Parkhurst 

7—A. Roberts 

CHILE—W. R. Grace & Co. 

1- - Mrs. Raquel Delano De Sierra 

2— Mr. Oscar Achondo Godoy 

CZECHOSLOVAKIA—Joseph Foist 
1 -Alois Foist 4—A. Smatlak 

2— L. Mazanek 5—Lad i si a v Foist 

3— J. Hejcman 6—Franz Konecny 

MEXICO—M. E. Raya & Company 
1 Alfredo Aguirre 3—Alfredo Garza 

2—Alonso M. Garza 4—Carlos S. Garza 


22— S. V. Hall 

23— E. Wood 

24— J. B. Worley 

25— W. A. Henry 

26— W. Jenner 

27— G. E. W. Sheldrake 

28— J. C. S. Branson 

FRANCE—J. H. Davis & Co. 

J. H. Davis 

AUSTRIA—Joe Lesti, Nfg. 

Emanuel Lauterbach 
LATVIA—O. & J. Dalitz Bros. 

James Dalitz 

GERMANY—Friedr. Magnus, Nfg. 

1—Carl Pietzsch 2—Carl Suchaneck 

GUATEMALA—James P. Howell 
1 D. V. Elias 2—V. M. Ramirez 

SWEDEN—A./B. W. RanzJiaf 
1 —Jonas Eriksson 
2—Conrad Bohman 

NEW ZEALAND—New Zealand Typewriter & 
Supplies Co. Mr. A. McDougall 


CANADA—Royal Typewriter Company Ltd. 

A. J. Ncwlands, Montreal 

GREAT BRITAIN—Visible Writing Machine Co., Ltd., London 


8— W. D. Morgan 

9— B. Harris 

10— A. F. Thomas 

11— L. Harris 

12— C. A. Bak 

13— F. W. Johnson 

14— S. H. Goodwin 


15— A. J. Van Dervelde 

16— P. C. Fielding 

17— A. W. Thomas 

18— H. V. Schofield 

19— J. C. Barlow 

20— J. W. Barker 

21— F. J. Scan 





















































